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Let’s Look at the Record! 


With customers, as with campaigners, 
you need more than just “talk.” A Factbilt 
report from your local credit bureau gives 


the background on each credit applicant: 


Where employed? Any dependents? Suits 
or judgments against him? Estimated income? 
Property owner? Other accounts, how long 


buying, and how satisfactory? 


With these facts you verify the appli- 
cation, decide what type of account is 
right, and set reasonable limits. See your 


customer’s history with a Factbilt report! 


Reports anywhere through affiliated members of 


Assuciatep Ceepit Koreas of America 


. The National Retail Credit Association contributes this space monthly as S L ° 19 M 
7000 Chippewa a irtesy 1 ts members of the Associated Credit Bureaus of America S. ouls ’ 0. 
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SWANK ™ 


Up New England way, you may perhaps hear 
credit men speak of the “Swank” system of 
Accounts Receivable. That's because Mr. George 
J. Kelley, Controller of Swank 


the 


Ii ~ Iso pleased 
makes 


(Simplified 


that he 


with savings his with 


department 
IAP 
Plan). 


“ if -pread 


Remington Rand sl 


Invoice Accounting 


vives his 


“swank” system and enthusiastic 
praise 

And Kelley 
department saved over 830000 the first year he 


installed SUIAP 


You too may 


small wonder Vr. reports his 


have much to gain by learning 


what SLIAP will do for 


able. The reasons SUILAP greatly decreases cler- 


your Accounts Receiv- 

ical expense are thes« 

© Posting — and transcription errors 
eliminated 

© You get fast. accurate credit authorization and 
automatic, up-to-date collection follow-up. 


CREDIT 


of the 


PO D00 ace 


credit department at Swank, Ine 


{itleboroe, Mass 


ounts are handled by Remington Rand SULAP 


adopts” SUIAP 


Vail the coupon today for 
Rooklet KDS554: it wives the 


full story 


hased on 10 


vears” 


experience of thousands of 


SUTAP users 
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It Costs Less and It Is Easy to Buy at Sterchis 
Kellogg Credit Authorizing 
Systems make it possible for Flexibility With Safety 
your unit clerks to authorize 
charge sales. This will save you Our Credit Is a 
the cost of separate authorizing! 
Kellogg Credit Authorizing 
Systems, using perforators and 


Safety Help 


State Regulation of Instalment Selling 


with such features as Automat 
ic Transfer Calls to the billing Three Oth y 

: er Highlights 
department, when trays are out M ig ht. 
of file, will save you time, trou Credit Flashes 
ble and money. You'll keep The Book Shelf 
charge customers happy when 


District Eleven News 
you keep them from waiting. 


Wine Departments 


Credit Department Letters 


Local Association Activities 
The Factbilt Round Table 
From the Nation's Capital 
Collection Scoreboard for September 
For the Smaller Businessman 
Granting Credit in Canada 
The Credit Clinic 
White for Editorial Comment by L. S. Crowder 
Complete information 

how Kellogg Credit Authorizing 

Systems are operating to the profit CIRCULATION OF THIS ISSUE 34,000 


of leading stores everywhere. Ad 
dress Dept. 14-K\ 


KELLOGG, 


SWITCHBOARD AND SUPPLY COMPANY 
79 West Monroe Street, Chicago 3, IIlinols 


An Associate of International 
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The Book that Has 
Revolutionised Collections 
and Skip-Tracing! 


BEFORE the Publication ot 
MORTALITY RATE of | 


(according to U.S. Dept. « 





Accounts 6 months past due were worth 67¢ on the dollar 


Accounts | year past due were worth 45¢ on the dollar 
Accounts 2 years past due were worth 23¢ on the dollar 


Accounts 3 years past due were worth 15¢ on the dollar 
Accounts 4 years past due were worth 12¢ on the dollar 
Accounts 5 years past due were worth 10¢ on the dollar 
Accounts over 6 years past due were WORTHLESS 


SINCE Publication of this Book—one chain organ 


alone has increased its ocates and 


Collections on WRITTEN-OFI 70 
\¢ COUN Cs with the ud of this ) 
A M.TANNRATH hook () O 


Average age of these accounts was 6 years; some were over 12 years old 


“HOW TO LOCATE SKIPS and COLLECT” 


by A. M. TANNRATH 


tuti ed ( 


ation 











SKIP TRACING 


Procedure for the individual skip 
Recatinne ter tee Mees of vel 
ume business The Only Book of Its Kind Ever Published 


Fourteen different ways to locate 
without a registered Hard Bound Book—270 Pages—6” x 9” 


A letter to former employers that PRICE $5.00 CANADA $5.50 


will bring phenomenal results 

of actual causes . 

ship has been lo WHAT USERS SAY 

the scoount col GOLDE* Ke 

lected through these skip tra: : + : 
collection methods , ' 


to send 


registered letters 


Analyzing returned registered let 


» find the job 
guarantor 


guarantors 

















No credit or collection man can afford to be without this book! 
Then 


turn them 


nent will pay 


CLIP AND MAIL THIS COUPON TODAY! 
\. M. TANNRATH, Dept. CW-10 
143 So. Dearborn St., Room 608, Chicago 4 


Please send me 
€ elles Check Enclosed 
CS OSA RK SKE OSA RE A A OK OE EE A A A EE 
This book would be a valuable helpful gift to any i 
employee in a credit or collection department 
a” 
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OVER 20,000 SATISFIED USERS 














1951 Retail Credit Survey 


"See C2.t e2eires ere eee. eer? eR Oe ere ek kk * BR 


NSTALMENT SALES at retail stores as a whole de 
clined slightly in 1951 for the first time since 1945. 
Increases in cash and charge-account sales, however, were 
more than enough to offset this decline. ‘The expansion 
in cash and charge sales amounted to an estimated 6 
billion and 2 billion dollars, respectively, while instalment 
sales deciined by about 600 million These estimates of 
total retail sales by type of transaction, shown in Table 1 
and the accompanying chart, are based in part on findings 
of the 1951 Retail Credit Survey 
Price changes played an important role in retail sales 
movements from 1950 to 1951. Price increases were 
prevalent in retail trade during the first half of 1951 and 
occurred even later for automobiles and apparel. Despite 
declines in list prices of many commodities in the latter 
part of the year and some further reductions through pro 
motional activity and special discounts, prices for the vear 
as a whole were considerably higher than in 1950. After 
allowances for price changes, the physical volume of sales 
was lower in 1951 than in 1950 
The distribution of sales by type of transaction re 
mained practically unchanged in 1951. The proportion 
ot instalment sales declined slightly but was still at about 
the prewar level. Sales of this type had expanded rapidly 
Pasie 1 
Rerau, Saces py Tyee oF TRANSACTION 
Annual estimates for total retail trade 
Sales (in billions of dollars Percentage of total sales 


Charge Instal Charge Instal 
Year Total Cash account ment Cash account ment 
47.0 27.2 99 49 


29-6 10.9 


130.5 


130 


ovr he estimates of total retail sales 
the Bureau of Foreign and Domestic Commerce, United States 
Department of Commerce Sales by type of transaction are 
based on data from the Census of Business for 1939 and 1948 
and on Retail Credit Survey findings and other related data 
for intercensal and later years 


Nott The Retail Credit Survey for 1951 is the ninth annual 
study of credit-granting retail stores conducted by the Federal 
Reserve System The survey covers nine trade lines and is 
based on data from about 16,000 stores, all of which trans 
acted a’ part of their business on credit Information was 
obtained on sales by type of transaction, down payments 
and instalment paper sold in 1950 and 1951 and on ac 
counts receivable by type and value of inventories at the end 
of these years Totals include concerns submitting con 
solidated reports for multiple units, which in some « 
could not be tabulated by Federal Reserve districts 


ises 


This article was prepared by Katharvne P. Reil the 
Board's Division of Research and Statistics 
Copies of the ‘5ST Retail Credit Sureey 
separate data for nine trades, may be obtain 
the Dieision of Administrative Services, Board 
the Federal Reserve System, Washington 25 
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after the war and by 1950 accounted for 13 cents of the 
retail dollar, more than three times the wartime low 
Charge-account business tapered off relatively during the 
war, but since then has been the most stable segment of 
retail sales. During the past three years charge-account 
sales have represented 19 cents of each dollar spent. Cash 
sales, following five years of decline, increased slightly in 
relative importance in 1951. Sales of this type represented 
69 cents of each dollar spent in retail establishments dur 
ing the year, as compared with 68 cents in 1950 and 78 


cents at the end of the war 


RETAIL SALES 


Sales experience of retail stores in 1951 reflected 

ber of changes in the retail market that tollowed the 
1950 buying upsurge stimulated by the Korean outbre 
The year began with a high level of sales as consumers 
anticipating shortages stepped up their buying igain 
following the Chinese intervention in the Korean conflict 
Price increases that began in 1950 continued into the eat 
months of 1951] 


Incomes continued large Record pro 


duction of both durable and nondurable 


roods permitted 


retailers to build up their inventories to meet an acceler 


ated rate ot demand By the second quart ot 195] 


however, consumer demand for major 
weaken as shortages failed to develop 
lines began to lag Retail inventories be 
large relative to the reduced sales volume 
remainder of the year retailers ittempted throug 
commitments, greater promotional ICTIVIT) ind 


] 
Instalment sales of 


ductions to lower stocks on hand 
major durable goods had been subject to Government 
regulation of minimum down payments and maximun 
maturities since September 1950 These requirements 
were eased after July, in accordance with amendments to 


the Defense Production Act of 1950 





nine kinds of credit-granting stores covered \ nls were ewelry re trade increased 
by the 1951 Retail Credit Survey gener y showed mod id As suppl ) durables exy unded atter the 


ate changes trom the 1950 volume Sales of durable s declined moderately. Throughout most 


l +} } 


. ( 1 . 
and nondurable goods during these two vears set the get owever, these ou s were able to maintain sale 


difterences reported by the 
primarily major dural : : clas ble good 
had exper I il growth y ’ ‘ C mortal of their sott goods de 
195] 
i prior to 1951] 
items, on the other hand, had shows marked in . ' inces and television set 


os " ( ft th 
in 1950 and continued to expand sales during 1951 ' . 


thes " ! 
such stores the 1950-to-1951 sales comparisons were g ! , Ves were 4+ px 
vorable Lhe r portion 
' ind ACCESSOT Ke 

he high level of sales that prey uled during 1950 
for these depart 


1} , : 
stores selling primarily major consumer durable goods was 


Ls ease reported by 
supp emented by a wave of scare buying during the sun 
mer months \ second buying w ‘ I in 1951 was 
followed by a rather sh irp decline demand for such Increase in Charge-Account Sales 


yoods that brought total sales for 1951 below the level of I ) \ type varied id tron one 


the previous year The decline, as shown in ble 2, was I ) Althou, iles on a 
most pronounced at household ipplian e stores, where all I no i ve importance 
types of sales were down Declines in sales of ippl ) such ( | 1 dollar volume 
ilso accounted in large part tor the slight 

total sales of Turniture stores Because 

mained strong in 1951, automobile | t much more 
vear as a whole were ly cent below t either ca instalment 


1950 total sal \ d ea wccount iles had an 


Hardware. jewelry ind automobil d ; ) ) mat ! of most t le lines in 
stores, which sell primarily smaller dus good les it only five of the 1 
reported larger sales in 1951 than in the preceding 1 t re down in five trade lines 1 he 
The increase of © per « } t 'S Was | { | wr cent, occurred at househo a aj 


largest reported in the 1951 Survey and resulted fron pliance stores s and automobile deal 


yvains n all three types of sales Purchases varden where instalment sale iiso account tor large proportion 


equipment, tools, and items for home repair ; mprove of total business, sales of this type declined more mode 
ment were important in this expansion lire and acces ately. ‘These developments emphasize the fact that shift 
sory stores were able to offset their declining s n demand tor major durable consumer commodities 
household ippliances 1 Increased volume sually have yreater t on instalment sales than on 
Dusiness mn other lines Busine ‘ if jewelry stores t ther ! charge wcount sale since propor 
part because of the character and diversity tion oO ‘ ot high unit ilue irchased on instal 


handled, continued 


Percentage change 


Depart 
Men's clothing 
Women's appar 


cent men 


hous 


CREDIT WORLD 5& 


NOVEWBER 19 





At stores handling primarily commodities not covered 


by Regulation W, instalment sales increased—by 3 pet 


cent and 4 per cent, respectively, at hardware and jewelry 
stores, and by more than 10 per cent at both men’s cloth 


ing ind women § apparel stores. ‘The vains at apparel 


stores were accomplished partially through the increased 
use of three-payment plans for purchase of suits and coats 


Instalment sales of these outlets continued to be a rela 


tively small part of their total business 
Year-end instalment accounts receivable declined at six 
of the nine trade lines reporting in the 1951 Survey. A 


number of factors contributed to these declines. Changes 


in demand for some items that are usually sold on instal 


ment and Government regulation of instalment contracts 


tended to reduce instalment sales. The regulation also 


operated to reduce accounts receivable by increasing the 


proportion paid down on instalment purchases and 


Changes in 


shortening the average repayment period 


sale of instalment paper were generally small and were 
not an important factor in the 1950-51 changes in year 


end accounts receivable 


Appliance Store Instalment Sales Decline 


Household appliance stores, which showed the largest 
decline in instalment sales of any line covered, also had 
Auto 


mobile tire and accessory stores reported a decline in in 


the greatest reduction in end-of-year indebtedness 


stalment accounts receivable more than proportionate to 
the decline in annual instalment sales. As shown in Table 
3, these stores reported larger down payments in 195] 
than in 1950, an increase in the proportion of instalment 
paper sold to outside agencies, and faster repayments on 
paper retained. 

Instalment accounts receivable held by automobile deal 
ers declined 8 per cent from the end of 1950 to December 
31 of the following year. However, this is not necessarily 
indicative of the change in total outstanding indebtedness 
arising from their instalment sales since automobile dealers 
sell nearly all of their instalment paper to banks, finance 
companies, and others 

Instalment accounts receivable of hardware 


stores on 


December 31, 1951, were somewhat below those of a vear 


TABLE 


AND Rel 


Rerau. ACCOUNTS RECEIVABLE 


Stores Reporting in 


P 


chat 


reentage 
ge im 
accounts 
receivable 


during 1951 


Kind of business 


Charge | Instal 


counts ment 


Department stores 
Men's clothing stores 
Women's apparel stores 


Furniture stores 
Household appliance stores 
Jewelry stores 


Hardware 
Automobile 
\utomobile 


stores 
dealers 


tire and accessory stores 1 


Estimated in part from reported data 


houses 


ot 1 


mail-order 


half 


Includes 


Less than one per cent 


‘Not computed because the small proportion of instalment 


typical of their entire instalment business 
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1951 


earlier in spite of an increase in instalment sales during 
the A similar indebtedness 


reflected 


year. decline in instalment 


occurred at furniture stores. These declines 


changes in the sales pattern, larger down payments, and 
faster repayment during 1951 than prevailed during most 
ot 1950 

At jewelry stores end-of-year instalment accounts re 
ceivable 1951 
These tor 


which the average repayment period lengthened in 1951 


showed a small 1950 


the 


increase trom to 


were only outlets selling durable goods 


Down payments on instalment sales, which vary con 


were somewhat larger 
ill retail 


to Regulation W 


credit 


siderably from trade to trade 


1951 


In 


than in the preceding year at outlets 
handling primarily commodities subject 
This the fact 
terms was in effect throughout all of 1951 but only 


of 1950 


reflects in part that regulation of 
i part 
The 1951 average down payment as a propor 
one-half 


hardw are 


tion of instalment sales amounted to nearly at 


iutomobile dealers more than one fourth at 


stores, and approximately one-fifth at furniture and house 
hold appliance stores 


Ihe most marked increases in down payments—4 pe 


it ind accessory 


both of which handle a 


centage points—occurred iutomobile tire 


stores and at department stores 


great variety of merchandise and, consequently, are sub 


ject to fluctuations resulting trom shifts in the relative 


importance of different types of commodities. These stores 
relative to instal 
ull of their de 


ferred credit business in hard goods of high unit value 


have smaller average down payments 


ment sales than those transacting nearly 
\t jewelry and apparel stores, where little or none of the 


merchandise sold was subject to regulation down pay 


ments remained virtually unchanged as a proportion of the 
sales price 

Sales of instalment paper vary widely from one kind of 
business to another. Automobile dealers customarily sell 
most of their instalment paper regardless of size or type 
ot 


operation. Household appliance stores sold more of 


their instalment paper—about one-third—in the past two 


Jewelry and apparel 


all of the iT 


vears than in other recent years 


stores continued to hold virtually instalment 


contracts in 195] 
3 
BUSINESS 


KIND OF 


Survey 


ATED Irems 
Retail Credit 


BY 


Aver ipe 
tor 


wn payments instalment 


acce is percentage ver sold as 


irge acco Installment of instalment percentage of 


in instalment sales 


195 


days in months 
1951 


retained by automobile 





> , 
Practices in financing Customer instaiment accounts lines, and same rate in 1USO at 
the te 


ilso differ greatly within a given 
™ 


to finance receivables 


may kind ot business At turnitu ores, however, where 
Some companies prefer through mewhat longer than at other 
dire ts le o ustome wr > t “rs it ) | ( 
Ire i f customer paper, while others obtain bank \arge-account credit was paid off more 
} 
. h ‘ i) been due 


loans or make other fe irranvements and service 


sized household ij 


own paper Small and mediun 


portion o th if ital ent 
‘ ot C ir un wccount Das 
than res of ultinle-unit tions O}n 
; ’ or multiple-unit operatior t ; ni ln unregulated 
ther hand irg ltipl ut , } 
) land, large and multiple-ur t rwccour instalment 
the paper sold b I ) } I 1 ' 
houses In those | 
( pialy 
of their pape or sat i¢ ' ] 
pay it most other rt " | l ollection pe 
1 
nit yutic I < . " 


ot paper by 
other outlets 
Expansion in Retail Inventories 


] 
lotal consumer charge account i i 1 
t ories | Diy during most 


from monthly data, were above vear-ag | 
it un ulation con 


1951 and on December 31 amounted | 
I t n t Depart 


, " 
dollars, more than 0.2 billion 


ir earlier. Among the trade 


overed it ises in such credit out 
ing at the end o were reporte 


, :; 
stores, men’s cloth res, women's t i rrent sale 
. ed prompt found it 


automobile dealers shown in Table ' 
t | me they 


} 
insact 1 tantial | ! l t 
} | ind reduce ) tf many 


groups 
charge account busine 
" ‘ irkdown 

B 
\ 

count sales ) 18.3 
| ’ t il the end 


} 


Det 


t 


essory stores declined 


ise in annual charge-ac 
Decem 1950 umount o 
’ t i dise 


lly high level the 


InUsually 


lets were large in 


credit outs ling re iuched an 
year-end fourth quarter of 1951, partic 
] 


December, sales were below those o ! | 
end-of-year accounts receiva | t low the n Oo varied sharply from 
large amount outstand ng at the end of the preced Z ' mk | retail inventories 
vear. At the other four durable goods outlet ary iTing \ for automobile dealers 
counts receivable at the end of 1951 were \ ‘ \ . ' stores ranged 
helow those at the cl ot 1950 I In the twe 

t turniture stores and 


Vhe collec 


M) and 


thon I 7 ry accounts mn , 
retTween for most grout iu hil ) \ . t the chanvge were 
were owl, ' tou , ' ' *** 


Percentage 


change, end 


1951 


Department 
Men's clot! 
Women's a 


basis of 1951 annual sales ve 
range ot the medium-sized 
ens clothing and women’s t j . ’ } . 
t 5 hardware stores, 1 t sto Within 
with saies 
imit fe that grouy 
wrder ho 
ne-halt of 
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It Costs Less and It Is Easy to Buy at Sterchis 


WALTER E. HASSE, Secretary, Sterchi 


| I COSTS less at Sterchis.” Adherence to that 
motto is one of the principal reasons why the 
small home furnishings store opened by James G. 
Sterchi and his brothers in Knoxville, Tennessee, 
64 years ago has grown into a retail chain that 
covers the South. 


Today we operate 55 stores 1n 
37 Southern cities from our Knoxville headquat 
ters, covering the states of Tennessee, Kentucky, 
North Carolina, Georgia, Alabama and Florida. 
Mr. Sterchi had great faith in the future of the South 
but the implementation of one of his basic philosophies 
that every industrious person was entitled to some of the 
better things in life, has made it possible for Sterchi 
Brothers stores to take advantage of the growth of the 
region they serve. His theory of 
at Sterchi’s for everyone,” 


“making it easy to buy 
inaugurated a policy of selling 
on credit which has made the company one of the leaders 
in installment selling carried on by the 
present management, has resulted in an annual sales 
volume of between 12 and 14 million dollars every year 


since the war, more than double the pre-war volume 


This policy 


Installment selling at Sterchis has been developed to 
cover every phase ot customer relations For instance 
customers can choose their own schedule of payment 
whether weekly or monthly, or In some Cases, even quart 
terly or semi-annually. While we know that letting our 
customer make payments weekly increases our office work 
we feel that it not only promotes good collections but 
also provides more inducement to buy and, in many cases 
more sales opportunities because of more frequent visits to 
the stores to make payments 

We feel that a major inducement to buying and good 
collections has been Sterchi’s system of installment a 
While there are some 


ulvantages in merely receipting at the window and post 
ing later 


counting at the collection window 


we feel that doing both receipting and posting 
it the window has many tavorable ispects that far out 
weigh those of the other system \W indow posting has 
had excellent customer acceptance (Customers ippreciate 
the fast machine service we are able to give and the neat 
machine-printed passbook they receive. And they like the 
idea of knowing the transaction is correct and completed 
when they make their payment, with no errors in posting 
to their accounts developing later 


Che new machine system has effected a great improve 


ment in the efficiency of operations on the office side of 
the window too, Our main problem was that we were 
unable to vet proot of a transaction at the window until 
the day after the payment was made. Ledger cards had 
to be held out until the following day for proving, with 
no way to spot incorrect postings. Each time it was 
necessary to refer to a ledger card out of the file there 
were several places to look for it, with subsequent mis 
filing and a great deal of lost time and inconvenience 
The increased efficiency of Sterchi's system of window 
posting with Burroughs Sensimatic accounting machines 
is indicated by some of the savings in time and personnel 


it makes possible. At our Knoxville store, we used two 
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Brothers Stores, Inc., Knoxville, Tennessee 


receipting machines regularly at the windows, with an 


other added during peak periods, to handle some 2,000 


payments weekly The operation was slow, because the 
( ashier h ad to select the proper posting line on the nac hine 
ind two totals had to be manually printed 


Now, we use only two machines, and the second ts 
primarily for posting charges, being used at the window 
only during peak periods With just these two machines 
have the capacity to handle practically twice our 
present volume. The versatility of the machine permits 
its use on either payments or charges ind its visible align 
ment ind 1utomatic tot ils speed up the window opel ition 
considerably Peak postings of 400 to 500 payments on 


Saturdays are easily handled 

We also save the time of an employee tor 
each day in the week by eliminating the necessity 
balancing and retiling ledger cards. On occasion we had 
the cards for three or four days out of the file at one time 
looking tor errors Now we post balance ind retile each 
card in just a few seconds Managers of other Sterchi 
stores have expressed enthusiasm over the new machine 
ind we have recently standardized on the new systen 
+] n Zz stores 


and installations in the remaining 11 stores will be com 


Machines installed at present number 


pleted this year 

Speaking of the over-all picture, there is another ad 
vantage in the simplicity ot the Sensimati rccounting 
machines in that there is no training problem 4 ishiers 
learn to operate them after only a briet period ot 
struction from our traveling auditor who assists 1 
installations This is an important consideratior 
days of rapid personnel turnover 

In our new system, every sale made, whether it 
open account, installment or ish payment Dasts 
ten up on a contract form. This contra 
list price of the merchandise, the ' rge, in 


When 


there is a down payment the customer receives a written 


surance, state and federal taxes and t 
receipt tor this amount ilong with 1 copy of the contract 

The contracts for the previous day's business are sorted 
ilphabetically into eight ledger controls each morning and 
ledger books 


Down payment receipts which have also been sorted by 


posted to customers cards ind receipt 


these controls, are posted to the receipt books and ledgers 
immediately following Totals of each of these are ob 
tained from the machine and posted to the proper 


controls to obtain totals for each ledger 


We furnish a receipt book, designed tor 36 entries to 
each customer making a contract or 30-day cash purchase 
Lhe receipt book is withheld until the first payment is 
made and then presented to the customer with instruc 
tions that it shall accompany all payments, whether made 
in person or by mail. A temporary receipt is issued in 
cases where the book is not brought or sent in with the 
payment 

When a customer enters the store and makes a cash 
payment on his account, the receipt book and ledger are 
posted simultaneously on the Burroughs Sensimatic ac 


counting machine at the cashier's window After recety 





ment and the rece) book tron stomer 
, 
ndexes the old t balance 1 the kev 


entered 


land 


unmount of the payment 


When this is assured, the 


| ] 
ustomers receipt DOOK along 


insaction has beer completed 


tr 
customer leaves the window 
Mail payments which are about 
ire handled in the same mar ra . sent 
in persor If the customer torgets t | marking it to 
book with the payment, or to bring ) : ‘ handled similar! 
receipt is posted in the machine i in excellent Iment a 


book This 1 *s only the | t i { I I } m with the 


in operation 1 | window ing the other t Use Fr Service hey ' more efhcie 


back office tl lity machine permit with no tatlure to post payments or po 


' 
its use at the window during the peak period i rong nt and eliminate the contusion we exp 
itternoon and Saturday of each week Because of this ! in handling the installmet sccounts 

ind the tact that more than one may De using In order to say It costs less at Sterchis we have t 


either " chine pecause of lur h relief periods et each nake sure that if costs less tor Sterchis to operate so the 


clerk who serves as a cashier has her own cash till which ivings can be passed on in the form of lower prices. So 
I I 


in the cash drawer Because the cashier number i uur installment accounting system makes a major con 
ndicated on each individual transaction appearing on the tribution to our merchandising program and it follows 
iudit journal, the total cash handled by each cashier can Mr. Sterchi’s original philosophy closely helping to 


be established make it easier to buy at Sterchis ake 




















The ledger sheet and carbon journal, shown on the left, are prepared simultancously with the customer's receipt book the right 
The temporary re ipt, above right, is Issued when the customer forgets te bring of mail in his passbook The plete the 
right shows the credit office of the Knoxville store, showing the cashier at the Burroughs Sensimatic accounting machine 
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Flexibility With Safety 


RALPH L. ELLIOTT, General Auditor 


and Assistant Secretary, Pacific Finance Corporation, 


Los Angeles, California 


WE HAVE as many as three or more steps 
handling of past-due accounts, with the record-keey 
all of them processed in a single operation 
one instance of the operating benefits we 


through the use of a simplified visible system of handlin 


accounts rec eivable But uw“ hen even so in ident | t say 
ing is multiplied by thousands of account 
136 branches, it adds up to a most respectable figure 
Moreover, to these benefits must be 


idded the following 


point-of-use = prote 


valuable accounts receivable record 
) 


1. Around-the-clock 


ction tor our 


Elimination of computation errors, speeding of post 


ing, and periodic balancing ledgers through 
pre-determined balances 
‘These balances 


i system of 


showing after each payment 


are determined at the 


time the 
cards are prepared 


iwcount 


3. Account cards are not 


mislaid or misfiled 
they never leave their 


tray while the 


because 
iwccount remains 
open 

+. All work units, mounted in pairs on turntables, can 
be handled without interference by 


idditional clerks when 
the work load Is unusually heavy 
The equipment we 


use consists of 
Safe-Kardex units 


Remington Rand 


which incorporate visible records 


housed in pockets mounted vertically on trays so that they 
overlap to leave a quarter-inch indexing margin showing 


for instantaneous review lo the visible record principle 


idded a simple system of colors which flag s 
conditions calling for clerical or executive 

We sell one commodity and that 
mostly automobile financing We 


we have pe ial 
ittention 
is credit dollars 


cannot go into eulo 


These safe Kardex cabinets are for point-of-use protection of account 
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That is just 


are attaining 


in each of our 


gistic rhapsodies about the color, shape, line or printing 
press treshness of this item lo stay in business or grow 
we must sell it with a service as efficient 


umiable as the next company's, or 


wcurate 
1 little more so 
I icing pocket are assiyned to each 


account and the 
irrangement is alphabetical 


The original paper 
transaction are filed in one pocket 
ird Is 


n¢ ach 
ind the basic 
in the other ( 
time as the account is closed 


account 
ilways maintained “ction until such 


Each account is set up in triplicate, on white, buff and 
k cards The original is for the reco the buff dupl 
ite tor the field representative where necessary ind the 


pink triplicate for transmission to the home office.  ¢ 


ou 

pons sent in with payments serve 
The butt cards, which 

uch time 


is the postin media 


ire housed in the pockets until 
as they may be employed 


is dispatch cards tor 
the field staff | 


ire only posted should an account 


15 days past due. This means elimination of 
* posting work, since only the 
th Ss ste] 


vecome 
consider 
exceptiona 


count « ills 


lo fit in with the control system of pre-det 


verpayments as short 
the ensuing installment 


posted with a 


ermined 
ilances we handle o payments of 
} 


Payments that 

block-out rubber stamp an date 

notation im a special column at the lett of the 
We have 


o be 


rd 
cards 


i rigid rule that at no time are the accounts 
' 


removed trom thetr pocket 
wtive The tray s the 


there be need for 


while ount remain 


Should 


one 


work unit tor 
reference to a parti 
where else in the office, the whole trav i 


removed This 
means it comes back taste1 


ind that there 


no maultir 


s receivable records 





Our Credit Is a Safety Help 


R. H. SAEGER, Director of Credit Sales, Dean Phipps Stores, Scranton, Pennsylvania 
NOT TOO MANY years ago, a person owning an ‘ Wid iuto radio fox 


automobile was considered plutocrat. ‘Today, America thousa 

ils on wheels Very tew people do } ) Kn 
mobile In tact S a necessity 

type of business. chair 

have I rned that America rolls on 
know each ot these wheels rides on I ; ‘ mer Mitsiny I t a " : 1 ad sno changed 
speedier weight has been increased al las } ‘ ortu vy, oper ! t chain auto 
plied. From outward appearance, tires ar i ’ , st mproved their selling methods and 
round But, the inside construction of ) re iy r stor it quality mer 


pace with the increased need for safety ‘ I indise at | rh vy ot the erato nclud 


ilso know that itutomobile owners toda 
second home ( onsequently their 


ind desire for extra comfort have increased to “Safety Help page 
eee 


shuffling, o1 misplac 
A single tvping produces (in quadruplicate 
likely to be required tor handling past-due control 
cedures These are done with 
ind ivain the color ot the torn 
control purpose Ni rms 
becomes five day tad C)ing 
the 
uppermost 
visible portion 
glance the Pp 


which accounts are pas 





Should i payment 
three remair 
It not. the sece 


the bull acu card, brought pa CREDIT PAYMENT 
PASSBOOKS 


ction betweer 
complete record 


handling sucl I i f ‘ 
ee 3 petal ; . and LEDGER CARDS 


This _— technique ontrol that en pl por mt for MACHINE POSTING 
of-use record protection rit \ ind color » Ss . 
and HAND POSTING 





STATEMENT OF THE OWNERSHIP, MA* 
LATION REOUIRED BY tT OF 
24. 1912, AS AMENDED BY ACTS OF MARC 
IWLY 146 I I t Sta { S 


e ’ Ww VC pte fur 
Of The CREDIT WORLD ve mor acture the 


fargest and most com 
plete line of credit and 
layawoy plan passbooks 
and ledger cards ir 
Americao—serving 5,000 


credit occounts 


WILLIAM EXLINE INC. 


1270 ONTARIO ST CLEVELAND 13, OHIO 


S CROWDER, I 
Septe ber I 








State Regulation of Instalment Selling 


WALLACE P. MORS, Director, Bureau of Business Research, Western Reserve University, 
Cleveland, Ohio 


GROWING number of states have begun to 
regulate instalment selling in the last 15 
years. This development has proceeded without 
the fanfare which has accompanied the goings and 
comings of Regulation W. Yet it is far-reaching 
in its effects and needs to be better known. The 
highlights of the state-control movement are 
briefly reviewed here. 

Cash transactions take place and are over. Instalment 
credit transactions extend over a period of time varying 
from several months to several years. During this time 
many things can happen. An instalment buyer loses his 
job and is unable to make any more payments. What 
happens to the television set he has pledged as security? 
A seller moves and fails to let the buyer know his new 
address. ‘This causes the buyer to be late with his pay 
ment. Is he subject to a delinqueney charge? ‘ A buyer 
suffers an accident and loses a week's pay He misses 
one instalment payment but is able and willing to make 
subsequent payments. What are his rights? 

None of these things can be foreseen when the credit 
is advanced. How to handle them, it they do occur, must 
be provided for ahead of time. As a result contracts are 
long and complex Most consumers fail to read them 
Contracts are drawn up by the seller and reflect his point 
of view This is well and good if the seller is ethical 
If not, the consumer may find himself in an unenviable 
position 


> 


Can credit users be educated to look after themselves 
Perhaps, yes, in the long, long run; certainly, no, in the 
When it comes to money matters consumers 
If their need 


for money is urgent they are in a poor position to bargain 


short run 


seem to have a “scared rabbit’? complex 
Even when buying goods, they are inclined to accept 
whatever terms are offered. There are ‘several added 
reasons for this. Credit is usually only a small part of 
the total transaction. Consumers are usually confident 
they will be able to fulfill their commitments on schedule 
Therefore they do not worry too much about the fine 
print in the contract until something goes wrong Then 
it may be too late 

A number of states have set up legislative committees 
in recent years to Investigate various phases ot instalment 
selling As | have shown at length in an article in the 
Journal of Business, these committees have found the 
following to be true Most sellers write fair but strict 
contracts and enforce them rigidly only when required to 
do so by questionable action on the part of the buyer 
A minority take unfair advantage of the buyer They 
do this by inserting unfair provisions in contracts: and 
entorcing these provisions to the letter of the law. Ethi 
cal sellers as well as consumers require protection through 
state action. This protection needs to cover all important 
aspects of the seller-buyer contractual relationship. Each 


of the sections below covers one or more of these aspects 


Thirteen states now have laws which govern instal 


ment selling. Seven cover all retail instalment trans 


12 CREDIT WORLD 


NOVEMBER 1952 


wctions—Connecticut, Indiana, Maryland, Massachusetts 
New Jersey, New York and Ohio. Six are limited te 
the instalment selling of motor vehicles California 
Colorado, Maine, Michigan, Pennsylvania and Wis 
consin. Virginia needs to be added to the latter group 
It has no special law but controls certain aspects of in 
stalment selling by administrative action This action 
is based on general powers contained in the state’s motor 
vehicle law The 13 laws vary considerably Some ot 
the more important variations are covered in the sections 
which follow 

When a consumer buys an automobile or other con 
modity on the instalment plan he should know the dollar 
cost of the credit. This dollar cost is the difference be 
tween the frue cash price of an article and its credit price 
It is not always an easy figure to determine Retailers 
have different price policies Some stores quote credit 
prices only, others quote cash prices only, and still others 
quote both cash and credit prices. Stores with credit 
prices only may advertise that they make 
carrying charges What they mean by this, of course 
is that carrying or financing charges are included in the 
price of the article. 


All of the 13 states mentioned above help the instal 
ment buver here | hey require instalment sellers to 
disclose the cash price ind the « irrrving charges sepa 


rately By cash price these states mean the price which 


ipplies to a cash buyer Additional states are considerir 


similar legislation 

Instalment sale transactions tend to be complicated 
They often include cash down payments, trade-in allow 
inces, insurance charges, financing charges, and other 
charges. Insurance alone is far from simple. Instalment 
sales of automobiles frequently include personal liability 
property damage and collision insurance Then there 
are credit life insurance and credit health and accident 
insurance. With the first the instalment contr be 
comes paid up if the buyer dies. With the second his 


current payments are paid by the insurance con pany if 
he Is disabled or sick tor in extended period betore om 


pleting his instalment payments. This type of insurance 


is relatively new and is being pushed by many instalment 
sellers and financing agencies 


} 


It is important that instalment buyers be able see 


} 
{ 
ill these items separately. State legislative committees 


is well as the Federal Trade Commission have investi 
gated this problem in recent years Their findings are 
1) the majority of instalment sellers report these items 
separately a minority do not 2 when the items are 
combined ibuses often result, ind 3) such ibuses are 
unfair both to instalment buyers and to ethical instalment 
sellers 

The fourteen states referred to above have t iken steps 
to correct this situation They require instalment sellers 


\s a general rule the laws also apply to financing agencies 
which buy instalment contracts from sellers To simplify ex 
position the term “financing agencies is not repeated in the 
text except where necessary on grounds of clarity 





t 


give the instalment buyer a written contract which lists 
The Federal 


in its code of 


o 
these items separately Lrade Commission 
requirement fair prac 


I ollow 


advocates a similar 
tices covering instalment selling of automobiles 


’ 


ing is an example of such a contrac 


195 


ivment 


Cash 
Db 


price tomobile 
wn | 


Prade 
Cash 


in allowance on used ca 


ind 
cash price 
Insurance 
Personal liabil 


) 
Property damage 


ince a 
pe 
( ollision 
Credit lite and cre 
Principal ny 1 


Financing charge 

Tot 

Number of 

Amount of «¢ 
With 


directly 


lit 


ment 


al unpaid balance 


re 


l he 


contra 


monthly instalment payments 


ach monthly instalment payment 


puyer 
if he 
the to 


instalment knows 


He can 


by 


this information the —_ 
} 


wishes 


llowing 


credit 
he 


determine the discount 1 
} 


the dollar cos : 
used ¢ 


estimate the interest rate is paying 


simple procedure. First ute by 


the 


the 
by 


yorrowed 
per 


reversing 


the principal 
$1,484 or 


charge 


dividing finance charge 


In the above example this is $84 6 cent 
Sellers the 
multiplying the 


Second 


determine finance by this 


process 1. by principal balance 


| scount rate to 


| he do ibling 


ow 


liscount ite double the « 
rt 


the interest rate In this case 12 per cent 
procedure ustified somewhat as foll 


wrrowed S1.400 


has, on 


that 


the above example, the buyer | 


' 
pays it back in instalments he 


eftect ibout half int 


halved 


ive ony une 


the effective principal is instalment payments 


1 . 
actual rate ws about 


These 
forthcoming 
lhe in 


nstaiment 


the quoted or discount 


de ) eater 


Fa ts for 


ite points are 


work, ¢ 


onsume 


formation the 


\ 


pay ! 


nsurance 
ind ack 
imit 


the 


the 


ofr 
max 
prin 


Mich 


ium 


gan 
j 


aiscour 


cent i 


per 


ilitornia 


ommon 


complicated 


iries tro ) t \ } r 


i simp 


cent a 


t 
T 


cent ¢ 


ommoditic 


immount of 


1 somewhat 


Both 


im 


method of setting iximum finance 


the 
each with i 
pat illel 


th includes 


than other three states Indiana has four 


different maximum, ‘Three of 


Mich 


nstalment 


itor those of yan ind Penn 


sales of all com 


Aun 


sunt vinal prim pal balance 


ond 1 


payment , d , ' ‘ 2 5 


nstal 


le mont! 
mont! ms ! 1 or ill 


each 


the t 


in S100 


month on 


ent 


xt balance 


ette 


t ' 


" d cars under cent on 


irs oO two other 


ifs 
Ohio's effective with 
ul ed 

is 


itheul s ate 


cent credit ot 


tor 
“ nts 
nm the postwar year 

ther 


question 


needed to determine 


these wide 


neces Should insta 


! ition 


Form of Controlling Finance Charges 


of controllin n ‘ f s | 


ind 


veaker torn eng 


Wis 


ite 
ompany 
may 


that 


Further es 
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ing the finance charge with the dealer. ‘The dealer's 
share is called the “kickback.” A certain amount of 
sharing seems reasonable. In addition to promoting busi 
ness from instalment buyers, the dealer performs several 
other functions for financing agencies. He does credit 
investigation work, makes out instalment contracts and 
stands ready to re condition and sell repossessed merchan 
dise 

Legislative committees have found that competitive 
pressures sometimes push “kickbacks” to unreasonably 


high levels 


minority of instalment sellers make an additional gain 


These same committees have found that a 


They do this by charging rates above rate chart levels 
This excess, or “pack” as it is called, goes entirely to the 
seller. Financing agencies turn it over to him as they 
collect it from consumers. Since the “pack” is an integral 
part of the financing charge, consumers are usually un 
aware of its existence. Packing” is, of course, unwar 
ranted the seller is getting something tor which he 


The Federal Trade Com 


mission considers it an unfair trade practice 


renders no service in return 


Competitive pressures 1 ake it impossible for any one 
ind keep “kick 


Collective action by 


financing agency to eliminate “packing” 
backs” within reasonable limits 
financing agences would represent a violation of federal 


Michigan, Ohio 


and W isconsin are now attempting to correct the situ 


antitrust laws. Four states—Indiana 
ation through legislation. ‘They set the maximum “kick 
back” which financing agencies may pay This also elimi 
nates ‘“‘packing.”’ 

Some financing agencies give sellers a portion of the 
insurance premiums on insurance which sellers write in 
connection with instalment sales These agencies take 
the position that this payment should not be considered 


kickback When Indiana and Wisconsin 


both objected to this interpretation 1 financing 


part of the 
agency 
filed suit in each state The financing agency won a 
lower court suit in Indiana; the verdict is now on appeal 
to a higher court. In Wisconsin the state won decisions 
from a lower court, State Supreme Court and | 5 
Supreme Court \ number of states are trying to stop 
dealers from getting part or all of the insurance premium 
by refusing to grant them licenses to sell insurance Lhe 
whole problem is still in a state of flux and has so many 
complex angles that it warrants an arti le in itself 
Instalment buyers who fail to make payments on time 
are generally subject to de linquency ch irges I egisl itive 
committees agree that the buyer should know what the 
delinquency charge will be when he stgns the contract 
Massachusetts requires that the seller write it into the 
Seven states go further and set the maximum 
( olor ido Con 
necticut, Maryland, New Jersey, Ohio, Pennsylvania and 


Wisc onsin 


or, more usually, so many cents tor each dollar which 


contract 
delinquency charge by law Chey are 
Maximums are either flat dollar amounts 
delinquent \ few states increase the maximum as 
delinquency grows older. Legislative committees have 
found that some sellers rely on technicalities to increase 
their revenue from delinquency charges. Six states get 
at this problem in two ways—defining carefully what a 
delinquency is and allowing grace periods from 5 to 10 
days. The six are those mentioned several sentences 


above excluding Wisconsin 
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The discount method is used in most retail instalment 
transactions. In essence it requires the buver to pay the 
finance charge in advance. If'he pays his debt in full 
ahead of schedule he is entitled to a refund of ot 
the finance charge This is the prepayment refund 


banks, sales finance companies ind 


lrade associations of 
retailers all encourage their members to make prepay 
Nine states now make refunds m indatory 
Calitornia, Colorado, Connecticut, Indiana, Maryland 
New Jersey, Ohio, Pennsylvania and Wisconsin 

All nine specify the method of computing refunds 
usually the method so called This 


method recognizes that more interest accrues the 


ment retunds 


“sum of the digits” 


early months of a contract when the prin pal 1 lar 


€ 
} 


than in later months when the principal is small. Thus 
the earlier the prepayment the greater proportionally is 
the prepayment refund One of the costs of extending 
credit is investigation. ‘The seller is out this cost whether 
the buver prepayvs or not States u ually recognize this 
by ] 


allowing sellers to keep an amount equ ilent to this 


cost in computing prepayment refund Lhe amount 


varies trom S10 to 325 

Instalment buyers are often requ 
sonal property as security for their cT 
mobiles household belonging The 
i chattel motgage or its equivalent to the 
the property to be pledged. If he fall 
fract in any way 
sion of the property 

often embarra 

prevent 
PA 
T he best answer! 


Indiana New 


whic h h ive prov 


fair practice ? 
the four state 
Wiscons n 
n the Uniform Conditional Sales 
ition, these laws cover each of the 
repos ession They are 
ind method of rep 
quired give buyers a written 
repossess, to wait a given time betore 
do sO by leg il process 
reasonable care of the proper 
ral reach of the seller 

2. Period of redemption sellers ! equ 
hold the property (unless perishable) for a given peri 
atter repossession 
their debt 
t 


During this period, buyers may 
plus repossession costs and 
yack Some states count the redemption 
ing trom the day the seller notifies the 
to repossess. 
3. Resale after repossession—the problem her: 
set up a procedure which ensures that the goods 
sold for the highest possible price. Some laws accomplish 
this by requiring the seller to hold a public 


udvertised in advance 


Other laws 
option He can hold a public sale or né 


If he decides not to, the unpaid portion 
I 


rm 
' 
j 
I 


debt is cancelled Sellers may bid at the 


} 


states sul 


yject goods which sellers buy 
court 

4. Proceeds of resale—they are 
successively as follows: expenses of repossession and 


resale, expenses of retaking and storing the property and 





amount due under the contract Any sum remaining 
goes to the buver. Any deficiencv—the deficiency judg 
ment so called—must be paid in by the buyer 

Some laws have two repossession procedures ()ne 
covers contracts in which the buyer has paid over halt 
of what he owes The other covers contracts in which 
he has paid less than half of what he owes 
procedure is obviously complex he average buyer is 


ill equipped to master it by himself. Only a carefully 


Repossession 


drawn law can ensure procedures which are fair to both 
sides Five additional states which cover one or more 
ispects Of repossession procedure in their laws are Con 
necticut, Marvland, Massachusetts, Michigan and Penn 
svivania 

The nature of add-on contracts can best be shown by 
example. On March 1, Mr. Jones buys a refrigerator 
on the instalment plan. Including the finance charge he 
owes the instalment seller $360 which he agrees to 
in twelve monthly payments of $30 each The 


takes a chattel mortgage on the retrigerator. On August 


1, Mr. Jones buys a washing machine on instalments 
from the same sellet The 


‘ller adds on the washing 
machine sale to the ref: yerator contract s now ar 
add-on contract In the hands of untair 7 dd-on 
contracts give rise to man DUSeS \ yy ment 
to cause delinquencies, repo 

tully paid tor building up refinan cy ( onne 
Massachusetts. New Jersev and Wisconsin now 
Marvland and New York 


their use rather \ | ive committe 


idd-on contracts 


Requirements for Instalment Contracts 


iws general require instalment contract to te 


to inser 


I \aly { 


contesstior 


met port ! power ot 


Maryland, New 
ind = Pennsylvania—set maximum refinancing 
Marvlan ind Wiosconsir prohibit unethical 


Determination of what is unethical is left 


Five states Connecticut Indiana 


advertising 
l ly to tl ret ; 

irpely oO the discretion of t t supervisory 
iuthoritic Lhe prob t 1 si ‘ problems 


ot advertising 


Marvlan is inia and Wisconsin prohibit bal 
loon contr . The ST ire instalment contracts whi h 
vide tor une n monthly payments Under the usual 
ingement, t last monthly payment balloons Le 


much highe than the revious payments 


Experi 
hows that n t borr ! cannot meet the final 
payment and need neing There is considerable 
evidence that some rs kno I when the contract 
made and take ituation Except for 
‘strictions on “balloon ontrac ‘ have avoided 
regulating credit terms (do iyments and maturities) 
Thi ot course, is the hot ontested area covered by 
tlation W 


All of the 13 laws now in evxistes t uper 


the Federal (jovernment's 
bodies to administer the law t 1 these 

| power chig Penn 

n require 7] ‘ t u finan 

ctieut 

require 


have 
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The Recordak Triplex Microfilmer records documents 
down one side of the film, up the other—fronts, or fronts 
and backs, consecutively. High reduction ratio—un to 
$5-1. Accommodates automatic feeder and auxiliary un 
units for recording on the full film width in varying re- 
ductions. Prices—including one film unit: Purchase, 
$2900; Rental, $60 per mo., including film reader. 


A complete line 


The Recordak Bantam Microfilmer gives you the greatest 
number of pictures per foot of film. It features a built-in 
automatic feeder . . . and readily interchangeable lens 
kits for microfilming at 4 reduction ratios up to 40-1, 
which is the highest reduction available today. Prices 

including one lens kit: Purchase, $1800; Rental, $43.50 


per mo., including film reader. 


of precision microfilmers 


to meet all requirements at lowest cost 


Only Recordak give 


No one microfilmer can be called the “most 


economical” for every retail store. 

Requirements vary much too much, Con- 
sequently, a microfilmer which is ideal for 
one store could be an unwise investment 
down the street. 

Recordak, in recognizing this fact, has 
created its line of microfilmers with all 
requirements and all budgets in mind. You 
never have to order a microfilmer with fea- 


tures and refinements which can’t be used 


profitably! Thus, Recordak has made it 
possible for even the smallest stores to gain 
savings which are proportionate to those 


realized by the largest ones. 


It’s easy to judge which one of these precision 
microfilmers will give you the lowest operating cost. 
Your local Recordak representative will give 
you the complete side-by-side picture of the 
Recordak line... 


requirements ... figure every detail of cost 


analyze your microfilming 





The Recordak Commercial Microfilmer is designed for The Recordak Junior Microfilmer is the ideal machine 


retail stores with medium-size accounts receivable opera- for light requirements. [t photographs documents up to 


tions. It records the fronts, or the fronts and backs of 11 x 14 inches instantaneously across full width of 


documents consecutively ... across the full width of the film. A film reader is an integral part of this unit. Pur 
film. Prices—including one film unit: Purchase, $950 to chase Price, $1250; Rental Price, $20 per mo. 
$1975, depending upon model; Rental, $30-342.50 per 


mo., including film reader. a ete Iie cis 
ote: Complete line of film readers 


ivatlable for purchase at extra cost 


you this choice 


every way. In short, give you the benefit of 


Recordak’s unmatched experience in meet- 


ing the needs of thousands of customers. All 


without obligation. = |B CORDRK 
=RE 


So call in your Recordak representative (Subsidiary of Eastman Kodak Company) 


today ...or write Recordak for details on originator of modern microfilming— 
_¢ te > "ePCISI 7 re ° e ° ene 

the complete line of precision microfilmer and its application to retailing systems 

now offered on an attractive purchase or 


rental basis. Recordak Corporation (Sub- oe prions qectes ave caiyert to anamy 
sidiary of Eastman Kodak Company), 444 


Madison Avenue, New York 22. N. Y. 





LEONARD BERRY 


HILE retail credit management is admittedly a 
W specialized field—-and because of today’s complex 
economy becoming more so—the manager of credit sales 
must guard against the ever-present danger of being a 
specialist only. Specialist here meaning one who confines 
himself to the rigid limits of his specialty 

As we become increasingly involved with over-all store 
problems, in addition to those necessarily connected with 
credit and collections, it is important that we develop 
what might be called a store-wide consciousness 

It has been said of some credit managers, and oc 
casionally with justification that they saw no further than 
the credit office. The criticism even adds that those credit 
managers regarded the credit office as a place apart from 
the store itself Happily these criticisms are seldom 
justified. However, it is possible to become so immersed 
in the problems of protective management as to relegate 
to a minor role the tremendously valuable promotional 
potentialities that exist in the credit department The 
remedy for this overspecialization is to acquire and de 
velop management viewpoint in credit management 

Credit is no longer a service for the select few, it is an 
essential part of store operation It must be closely 
integrated with all other store activities and objectives 

Credit plans, and the types of credit made available to 
customers, for example, must be coordinated with general 
store policy Here is a vreat opportunity tor the credit 
executive to demonstrate his grasp of over ill store trends 
Yet we know of some stores, bending every effort to wrest 
needed volume trom competitors, still offering only the 
time-honored monthly charge account. Development and 
promotion of broader credit plans might well implement 
the merchandising policy ot the store by enabling more 
customers to buy more goods. Resistance to such innova 
tions, or mere lukewarm rcceptance of them, on the part 
of the credit manager means that he or she is looking at 
the proposal trom the viewpoint of the specialist Seen 
only the problems and not the possibilities 
} } 


Newspaper advertising of credit services has beer 


powerful results, Space for such credit 
Merchandise mManayers 


and departmental buyers clamor loud and long tor avail 


shown to produc 
advertising is often hard to get 
able space ind otten it must be denied or! itioned | nless 
the 4 redit executive is prepared to ficht tor pace if ‘ 
entirely likely that his claims will be ignored by the 


harassed public ity ce partment l he ( redit manayer 
possessing a store-wide viewpoint will often be able to 
produce constructive and convincing arguments for space 
allotment for credit promotion. He will suggest apt tie 
ins with current events or merchandise offerings. The 
credit specialist, on the other hand, is often inclined to 
think that he has quite enough trouble as it is without 


deliberately seeking more 
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Another opportunity for the manager of credit sales to 
show his con ept of credit services as a way of increasing 
customer friendship for the total store is in the use of 
seasonal and year end good will letters 

Perhaps no one in the entire store has a better under 
standing of the value of good-will letters than the credit 
executive Certainly he is in the best position to idvise 
management on the form and content of those letters. He 
is the one executive most capable of determining to whom 
they should be sent. 

The sales-minded credit executive will take the initia 
tive in suggesting to management the best procedure for 
year-end and seasonal good-will letters. On the other 
hand, the credit specialist will see only the difhicultic 
involved, and not the immense advantages 

It is in such activities, and in such areas that the credit 


sales manager will enlarge his sphere influence and 


vain yvreater recognition 


This Month’s Illustrations 
Illustration No. 1 


letter is se 


This outstanding 

worded that it 

of the “ar Customers are invariabl 

1 store time to express thank 

prompt Mabley & 

Cincinnati, Ohio, and Credit Manave 
congratulated on this procedure 

This s tru i 
It measur }1 x 2. inches We ha 


sore wl 


mayment lhe 
| 


lat tor public ition S good “ 
enveloy used tor 
Horner, Manager 


Missouri, tells us that he has 


is printed and fits into 
monthly statements. | 
Sales Kline's. St Louis 
received many commendatory ietters and telephone calls 
trom ple ised customers 
Illustration No. 3 Wish we ul how this 

in color The firm name, Peck anc vd the 

ko wuld lang sVne il 

ot the power 


ustration N 


} 


rples, Department of 


hita, Kansas, we show this New Year Gre 


Credit S Buttums’, Long Beacl 
this | used in January. 1952 
excellence of the letter is obvious 
the opportunity of sharing it with 
ee ff. @& 
Readers are cordially invited to send to u 


good-will letters and mailing pieces used by their 


1 
Your cooperation will be greatly appreciated 
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What Is the Most Important 
Credit Problem for 1953? 


WHAT, in your opinion, will be the most im- 
portant retail credit problem for 1953? Com- 
ments of Credit Executives, Credit Bureau 
Managers and Management will be published in 
The CREDIT WORLD. Mail your thoughts, 
limited to 75 words, to the National Retail 
Credit Association, 375 Jackson Ave., St. Louis 
5, Mo., to reach us not later than December 15, 
1952. 
SERRE RRR 


William Adams Wanted 


William Adams is wanted by Duncan B. Brown, Chief 
Constable, City of St. Catherines, Ontario, Canada. His 
Joe William Glinski, and William 

He born July 27, 1922; height 5 feet 

weight 180 pounds - long dark 


dark complexion ; sometimes wears a 


aliases are, Lacheau 
Samborski. 


gs 


was 
i 1m hes; ; brown eves 
hair, parted on left 


moustache ; thick prominent lips; and has been employed 


machinist and a salesman in jewelry 
It is believed that he 
a small community If any 


William Adams 


August 1949 please communicate with Constable 


as a crane operator, 


and patent medicine is living 


the United States in 


in 
credit 
bureau has any information on a after 
Brown 


collect. 


a ee ee 








30% 


Leading specialty store opens branch... 
Uses REPLY-O-LETTERS to solicit 
accounts... 

Gets over 30% Response! 

Reports High Activity from these new 
customers. 

YOU, too, can do as well 

if you 


Prltorroat, 


Ne 














Write to: THE REPLY-O PRODUCTS CO. 150 West 22 St, N.Y. 11 
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Mrs. N. M. MacLeod 

N. M. MacLeod of N. M MacLeod, 
of the Credit Bureau of Spokane, Washin, 
ind Secretary of the Spokane Retail Credit Association, 
her October 1, 1952 
Ky death otf het 
ents went to Minneapolis 
\l ic Leod 


there 


Mrs 


ownel 


wit 
ton, 


died suddenly at home She was 


born in Lexington and atter the par 


Mr 


ried 


with relatives 


the \ 


to live 


in that ind 


1902 


city 
The 


anniversary 


met her were mart 


February 2b, couple recently celebr ited 


golden wedding ind b 
Retail Credit 


200 


their reception inquet 


Association in their honor at 
They always 
N.R.C.A,. and the 
this vear was made by 
our National Office 
Mrs. Melvin 1 


deepest s\ 


given by the 


which more than were present it 
tended the annual conferences of the 
trip to Washington, D. ¢ 
mobile. En route they 


Mir. MacLeod and his daughter 
l k the N R. \ 


George C. Morrison 

Gseorge ( Morrison Secretary-Managet 
Bureau of Toledo, Toledo, Ohio, died 
1952. Mr. Morrison, a native of Hamilton 
came to Toledo 1902 He be« 


1922 ilso served as 


lo 
War 


visited 


extends our mpathy 


76 
September 

Ontario 
Canada in ume head ot 
the credit bureau in and retary of 
the Toledo Mere Board 1940 He 
tounder and first president of the Associated Credit 
Bureaus of Ohio He was a 
Century Club of the N.R.C.A 
Collins Lodge, F&AM 


» To his 


extends 


sec 


hants from 1932 to 
was 
the 
Sanford I 
h of Christ 


ve 


member (Quarter 
Rotary Club 
First Chure 


Mw ho 


ot 


ind the 


crentist hin the 


N.RAC 


two stepsons survi 


\ ts deepest sympathy 





Two Groups Visit Los Angeles Credit Bureau 


An 
Los 


| he 


veles 


Retail 
entertained 
Ange les 
their offices in the 
Angeles, Calif The members of 
Breakfast Club of Los 
present the same evening 
About 


credit 


Los 
the 


1952 


Association of 
(jroup of 
October 8 in 
Building, Los 
Women’s 


ited 


Merchants Credit 
the 
Credit 


Educational 
Retail Associates 
erminal 


the ¢ 


Subway I 
redit 
Iny to pe 


Angeles were also 


and the results were most grati 
all of whom gaged 
taken a personally 
Assistant General Man 
who explained the operations of the Credit Bureau 
Howard First National Bank of I 
the new of Credit W 
Club roup with other 
Club for The 


Was expressed that a re made 


tying 150 people, are en in 


the profession, were con 


James W 


on 
ducted tour by Scott, 
ivet 
Joyce security Os 
Angeles 
Breakfast 


officers of the 


President the omen § 
Was presented to the y 
the 1952-1953 


could 


hope 


year 


turn visit be it an 


—Position Wanted— 
24 years 


and « ollec tions 


Crepir SALES MANAGER with experience in 
also credit 
department tor 
iftairs 


The 


credits 
(Organized 
Leadet 


Highest reterences 


retail and mercantile 
bureau operations. credit 


credit associati 


Box 


present employer. 
College 
CREDIT 


in At) 


11521, 


graduate 


Worbp 


\ 





Herbert Sears on Collection Board 


Herbert P. Sears, Secretary-Manager, Merchants As 
sociation of Bakersfield, Bakersfield, Calif., recently began 
his fourth term on the State Collection Agency Board by 
appointment of the secretary of the State of California 
‘I he over all task of the board is to regulate activities of 
collection agencies within the tramework set by the legis 
lature. H« wever the organization 1s aiso held respons! 
ble for drafting and holding examinations for those wish 


ng licenses to engage in the collection business The 


test is mandatory under the law Last vear Mr. Sears 
was chairman of the board During that time it dis 
quali 10.7 per cent of those applving tor permits and 
+ ; per cent ta ed the stringent examination l he total 
+50 hold 
permits to operate collectior ; cre n the State of 


Calitornia 


number applying was 150 Ar this time over 


Minneapolis Installs Lily F. Person President 


Che night of September 23, 1952 will always be re 
membered by the members of the Retail Credit Associ 
ition of Minne ipolis Minneapol s, Minnesota 
on that night that they gathere: | 
Person, the first won 1 president I ssociatio mh 

founding on July 10, 1904 5 took ofhce Lhe 
iftair was held at the Golden \ ountry Club with 
192 in attendance 

Miss Person was president o redit Women’s 
Breaktast Club of Minneapoli ’ 3/ and president 
the Credit Women’s Breaktast Club North Am«e 

1941-1942. She has been active 

Plymouth Fur Company of Minneapolis to 


S. Crowder, General Manager-1T1 
sented the National Associat on 
ve a beautitul tribute to Miss Person. not only tor 


"1 
ocall 


ssoctation, mentioned 


d trom 


llen Hales, Powers 


resident of the associatu 


1952-1953 Credit Management Year Book 
Credit Management Division, National Retail Dry 
(joods Association, 100 West 31st Street New York 1 


New York ) pay SO.) to members 


S10.00 to non 
members This is tl ‘ volume ot this book, again 
edited by \ Le tf ‘ rotta NMianag I 4 redit 
\l inayvement [iv 


} 


il and profitable 


nd how to 
collect accounts promptly 
isure 
rain credit p 
wcone it more cee 
sh work tandards ar 
\M 
Philadelphia, Pen d 4 ident. National Retail 
t t Asson r in ” 
NRDGA 


\l inavement 


How to Write a Speech 226 pay 
Showmanship in Public Speaking 246 , 
MeGraw-Hill Book Co 330) West 
| Both of these book 


Jn. 
Sizing Up People Graw | Book Co 
West 42nd St... New York 


This book shows how to si 


page 44.75 
their per onalits 
ind abilit on determining 
liffer: of 

mechanical 


thine 


om Pusine 


The Role of the Sales Finance Companies in 
the American Economy (Commercial Credit Co., 14 
Baltimore 2, Md.. 88 page tree, distribution 

This book 1) lve Phelps explain 


pm 

Effective Personal Letters (\’ren 
Fitth Nev York 11 N y cond 
; ok W.H 


suttertield 


referen 


CREDIT WORLD 91 


NOVEMBER J 





Minneapolis, Minnesota 

At the annual meeting of the Retail Credit Association 
Minneapolis, Minn., the following officers and directors 
were elected for 1952-1953: President, Lily F. Person 
Plymouth Furs; Vice President, William A. Benson, | 
S$. Donaldson Co.; and Secretary-Treasurer, Carleton A 
Wildes, Credit Bureau of Minneapolis. Directors: L. O 
Hauge, Midwest Coal & Coke Co John J. ‘Tarasar 
Northwestern National Bank of Hopkins; W. W. Hill 
Northern States Power Co Albert W. Schreiner, The 
Colwell Press; KE. M. Larson, Barrington Chevrolet Co 
William k Streeter, Boutell’s: | L Swandby Davies 
Mortuary Ce mar H. Hill, Skelly Oil Co.; J. ¢ 
Condon, Twin City Federal Savings & Loan Assn.; and 
L. Allen Hales, Powers Dry Goods Co 


Pittsburgh, Pennsylvania 

\t the innual meeting of the Retail Credit Associatior 
ot Pittsburgh Pittsburgh Pennsylvania, the followin 
were elected for 1952-1953: President, ID). W. Bollman 
Joseph Horne Lo I irst Vice Preside nt, A W Blieszner 
The Pittshurah Press; Second Vice President, R. | Gold 
man, Hahn Furniture Co.; Third Vice President, Harry 
|. Wood, Peoples-First National Bank & Tr 

secretary l l Ford l he ( redit Bure iu l reasurer 


Ares eae 1O0)8 O30 O05 ee eS ES EC Ol OOOO 8OOees_ or er eeeeeeeeme—™>>- 


Kaessner, The Nay Dept Stores Co 
\IcCattrey Jr Thos. McCattrey Co 


Nashville, Tennessee 

The Nashville Retail Credit Associatior 
Tennessee, has elected the following 
tor the ensuing vear President, Robert C. Huddleston, 
Commerce Union Bank; First Vice President, Russell B 
Davis, Joy Floral Co.; Second Vice Presid Joseph | 
lorrence, Cain-Sloan Co Third Vice President 
FE. O’Steen, White Trunk & Bag Co 
I. Howell, Jr., Third National Bank 
Nance, Credit Bureau of Nashville ind 

Mrs. Mary W. Lemmer, Cred 

Andrew B. Benedict 
can National Bank; Charles B. | 
Co.; Ray H. Fisher, Mid South Supply Co 
King Tennessee Adju tment Service \l nme re] 
Fidelity Federal Savings & Loan Associatior George | 
Marshall, ‘The Sherwin-Williams Co Joseph I. Mulloy 
Jr Broadway National Bank: H. N. O'Callahan, First 
American National Bank; Mrs. Frances W. ‘Teter 
Hardware Co.: C. B. Thomson, T. L. Herbs 
E. V. Williams lum & Ghertner Ce 
\V right Joseph Frank & Son 


Nashville 


ofhcers and directors 


James 


Joseph 


ville Directors 


LL eee 


District Elecen News 


———— EEEEEEEEEaEeaEeEaEOEes Ol” 


Midyear Board of Directors Meeting 
The midyear meeting ot the board ot directors ot 
District 11 was held at Santa Barbara, Calit 
27, 1952. Willard Frieberg, President, N.R.C.A it 
tended in his capacity as honorary member of the board 
Fred Train, Credit Bureau of San Diego, general conte: 


ence chairman for the annual conterence of District 11 


September 


to be held in San Diego, February 15-17, 1953, gave a 
complete outline of the plans for the conterence Jan es 
Dungan, Credit Bureau of Salinas and President, Asso 
ciated Credit Bureaus of California, was also present to 
speak for the credit bureaus who will hold their annual 
meeting jointly with the district. I xtensive reports were 
given by the chairmen of the membership committee and 
the credit education committee Much work has been 
done by the board members and committees and the dis 
trict is looking forward fo a successful year for obtaining 


new members and turthering credit education 


Alameda County Credit Women Installation 

The Credit Women’s Breaktast Club ot Alameda 
County, Oakland, Calif., installed the 1952-1953 officers 
October 14, 1952 The special guest of honor was 
Frank Batty, past president of the National Retail Credit 
Association and dean of credit men on the West Coast 
The club was honored by having as the installing office: 


©. Willard Frieberg, 


American Trust Company, San 


92. CREDIT WORLD 


NOVEMBER 1952 


On Owen 


National 


The club will be under the 


I rancisco, Calt President 


ot the tollowing officers tor the co 
Lois Huitt, Bank of Berkeley ; \ 
ch, New Method Finance ; 
Pierce LD reasuret \larion 
Corresponding Secretary 
Motors 
lewelers 
Long Beach Credit Women Elect New Officers 
Ihe new officers of the Long Beach Credit Women’s 
Breakfast Club, Long Beach, Calif nstalled October 
President, Anne Phillips, Bank of America; 
Vice President, Lois Trimble, Personal Finance; Secre 
tary, Anita McGill, Harris & Frank; and Treasurer, 
Anne Mathews, Gene’s Women’s Apparel 
Carmelita Duffy, Gordon Alexander Loans; Ine Nelson, 


Dohrmann’s; and Velma Jones, Dobyn’s 


sequoia 


} | > | 
ind Financial Secre \ ] Burke 


9, 1952, are: 


Directors 


Credit Education Classes at Long Beach 
Consumer Credit Education Classes sponsored by the 
Long Beach Credit Club in cooperation with the Long 
Beach Credit Association, Long Beach, Calif 
recently. Six classes were held at the offices of the Credit 


were held 


\ssociation and the seventh was an open house at the 
\ssociation. William H. Kleese served a chairman with 


Karl Gibbs, co-chairman 





eal to improving the mutual cooperative relationship between ad 
it e National Re “tail c redit Association and the Associated Credit Bureaus 


“Either Be a Collector or See One’ 
ee ee ee as 


ind time and 
was sufficiently interested to write him and ask if | might 


ittention 
use it for some thoughts for the “Factbilt Roundtable wait 
It seems to me that this sentence I ither be a collecto recovery is 


or see one . detines the | roblen ot the credit gran merce show 


the ever present slow custome! 


I ither you must be a collector vourselt, and a good or 


or you must see one ‘ vood one When ] Sa\ that 


fe ent 
you must be a collector yursel I 


mean that you must what 
have set up in your office mm ill the proper 

] 
routines for the eftective co mn wccounts, as well as 


il \ ti . r iA trainees people Wil 
’ 
a competent collection staff to « ry then t | 


ou 


our sto | the rehabilitated 
You must se up a proces I ) ye your il ’ ] You want ts 
you must have the same types of 


collection service has: the collect 


Retaining Customer’s Good Will 
methods proved collection techniques expert . j in ur custome! vood will. the o } 
sonnel, et The difficulty of maintainu \] this ‘ 


. member ot the Collection rv |) 


sion ha the 
, 
of the reasons that collection 


e risin : 
lures 
Let's sav, however, that in spi the difficult 


nner tact that the 
volved in « irryving out an eftect lection policy 


t ge ut \ ollect”” ba 
decide that vou will give the 1 sary attention to 0 P selihood of collect coun ” . the 
accounts What must vou do? proj omn < ' tro . 
You need, first, methods and 
The difhculty in tinding exper 
staff problen aramount 1 he ‘ 
often worse than no collector i} He hims 
an expense to you and not onl ul to collect 


handle accounts in such 


collect them either! 


Necessity For Aging Accounts 
After you 
proper proces 
do not need t 
NRCA membe 
than I of the ne 
taining a 
of proper 
rapid) chang 
result The 


to be paid 





To do more business profitably, and to help 
locate “lost customers,” always take a com- ene 
plete credit application from all new accounts t these two alternative 

and check these through your Credit Bureau. Seam - — = 


*** 
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Important Credit Reporting Decision.—} ina! 
Mercantile 


Agency occurred October 13, 1952, when the United 


step in the case of Watwood vy. Stone's 


States Supreme Court refused a petition to review the 
case Thus this case assumed increased stature as a 
precedent among considerable number of other federal 
and state court cases These cases have held that a credit 
or other reporting agency s confidential report in ood 
faith, to subscribers is privileged Lhe exception or quali 
fication to such privilege, as stated by the Circuit Court 
otf Appeals in the Stone’s Mercantile case, is where a 
report “is made in bad faith or tor an improper purpose 

The rule as set forth in one 
Plaintitt 


to recover for damages caused by detamation in these 


when liability may follow 


of the prior federal cases is stated this way 


privileged reports must prove the publication Was made 
from express malice.” 

The precise tacts in the Stone's Mercantile Agency 
case were summarized by the Appeals Court as follows 
“Appellant's second amended complaint for libel include 
Appellee Mercan 


tile Agency sent to a subscriber a credit report about 


substantially the following statements 


appellant that had been read by several members of 
It contained this language: ‘Watwood 
Miss Watwood 
Accord 
ing to information the child's name is (Gwen Cohen 

Dd. C. Civil Suit, 3/27/42: Susie V. Watwood v. Jacob 
M. Cohen for damages for breach of promise to marry 
$50,000, D.C. Civil Order, 11/4/42: Susie V. Wat 


wood v. Jacob M. Cohen, order for dismissal.’ 


appellee's statt 
Miss Susie V. 


is reported to have one child attending school 


claims to be single 


| his language according to the compl unt - unplies that 
appellant is the mother of a child born out of wedlock 
but the tacts are that appellant is married to Jacob M 
Cohen and is not a mother. She uses her maiden name 
in business.” “The Court of Appeals commented The 
harm that such statements occasionally do to applicants 
tor credit is believed to be small in relation to the benefits 
that subscribers derive from frank reports. Since marital 
status and number of dependents bear on credit, the 
qualified privilege is broad enough to cover the state 
ments in appellee's report The fact that the report 
was handled by more than one of the reporting agency's 
employees in the ordinary course of its business does not 


destroy the pris ilege 


Actions in Other Cases.—Another case of impor 
tance which the Supreme Court did agree to review (as 
forecast in the October issue), is the case of Automatn 
Canteen Company v. Federal Trade Commission The 
precise point involved in this case is whether the Robin 


son-Patman Act places the same burden of proving cost 
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Counsel, National Retai! Credit Association, Washin 


nay.” 


justification upon the buver as it does upon 
It is the first buyer's case which has arisen unde 
¢ provisions of the Robinson-Patman A 
Lhe Fall Term of the Supreme Court, as usual, opened 
the rst Monday in October. with admissions of t 
torneys to practice before the Court, and on the tollow 
ing Monday the Court announced its orders agreeing to 
review a number ot important cases, but refusing re 
nat larger yroup of lesser cases Among those 
cepted were a group of se veral cases involving 
ration in public schools the recently enacted 
s stamp tax; provisions of the Taft-Hartley Act 
ind several cases involving the anti-trust laws and trade 


re vulation 


Where the Consumer’s Dollar Goes.— |} 


lar will not buy much any more, but the question. as 


just where it goes is not so sunply stated Pursuant to 
Presidential request Chairman James Nleade ot the 
Kederal ‘Trade Commission announced public hearir 
soon to determine just what part of the dollar goes tor 
labor, profits, material, distribution costs, et Interested 
persons and organizations representing business, labor 
farmers, consumers and other groups will be allowed t 
present views orally or in written statements 

Date of commencement of hearings has not vet been 
indicated, and in fact inquiry reveals that as of this time 
the exact scope of the hearings and methods of procedure 
ire not fully determined The initial effort, therefore 
will be to decide by facts developed at first sessions of the 
hearing the need for proceeding, those who might be in 
terested in presenting evidence and views and to define 
more exactly the purposes to be served, and the best way 
ind means of developing the tacts The project ts la 
with no substantial funds to carry it to conclusion 
present time. However, it is indicated that initial sessions 
might be started about the middle of November, with a 


view of going to Congress later for necessary funds 


What Next on Credit Controls.—On Octobe: 
13, 1952, the press carried stories appearing te indicate 
that some sort of a definite program for new controls or 
a “standby” basis had been tormulated by economi 


stabilizer Roger l Putnam \ closet look howe 


based upon pertinent inquiry indicates that no definite 
proposals at all have been formulated. On the other 
hand, officials are faced with the problem that when the 
present controls law expires in April 1953, further recom 
mendations will have to be made to Congress. One of 
the thoughts, rather than any definite proposal, was this 
matter of so-called “standby” price and wage provisions 


which could be evoked in case thev are needed 





Collection Scoreboar 


Compiled by the Research Division 










































































DISTRICT DEPARTMENT STORES | DEPARTMENT STORES | WOMEN'S SPECIALTY MEN'S CLOTHING 
a Open Accounts Installment Accounts STORES STORES 
CITIES 1952 95 he | he bY. 9 95, 9« 
AV HI LO | AV | HI od AV | HI jbo AV | HI | Re) AV } HI j Lo AV | HI LO AV HI LO AV HI 
Boston Mass 
Lynn Mass 
| Providence R | 50 33.2 | 45 
Springfield Mass 59 9 | 62 2 |57 7 159 9 626/57 2421 2)23.2)19 3}266/33 3)2 586 664 3 $3 
Worcester Mass 47 9\48 0 468/48 2 | 488'4761202 (27 3312833 255 497 529 568149 
2 New York NY 48 0153 2/430)450 (55 399 94208). 69123 3)238)19 61375 436/36 2) 40 2/47 383 150 315361470152 51576 4 
3 Atlanta Ga 
ee eee See | ans 
Birmingham Ala 424.54 he 455/'575\38 P 4 206252 6139 2\444)34 ‘ 49 466\49 43 
New Orleans La 409 49 4081359 '462'398 1409/49 4081359 46, 
Cincinnati. Ohio 23 58 p 50 4/583141 61167 | 22 ry 51219114 5145 667 4881547 626 486 4s 44 Koa 
Cleveland Ohio 43 7 s¢ 432'538/'40 5 B4 i216 4917 127 6a 12 « 418 (517/32 61818091405 2/9044 
Columbus. Ohio 
Detroit Mich 
5 Grand Rapids Mich 
Louisville Ky 503/55 4551468 474/46314187 ) 831184'186'182143 1/489 | 4027142 2\494) 4 49 P 4241474518 
Ottawa Ontario 345 43 8\238138 483 338115< j 209/299 | 18 <¢ 
Toledo Ohio 388.4 384142 2: 469.4) 71158 46) 2 214) 1581668 9 82\609 1554 Te. 
Youngstown Ohio® 39 0 403 . 68 ‘ 19% 
Cedar Rapids Ia §26'542)5 56 2 '56.5/56 0 6/21 2:140/280 380 180 rat 1s 652 674 63 9728 
Davenport la 
Des Moines la 
Tecoma Minn 5€ © 481/55 3|580 47 81194 - 6 6\24 473 54 79 554 4 by 4761566 684 
Omaha Neb 
Sioux City la 
, Kansas City Mo 472/617 39 56/215 3 58 13/536 
St Louis Mo 54 2 |572/525}52 4|55 | | 48 4418 2 | 20 Ase 24 11 4419)510'329]38 7 |39 6/35 51466 (540/4 479 |538 
Denver. Colo 47.3150 4400/4866 520 .372]167 12631161 |2221328 182 |448 486 4101457 497 41 8]446 486 4i0]4 49 
Salt Lake City Uteh |552/6 505158 3/678 467 1210/249.1751219\254)193 491 .492'4901486 495 
Spokane Wash 530'729'46¢ tb 69 a. 
10 Vancouver B C 
Victoria. B C 
Los Angeles Calif 499 66! 3351532 588 4/01169 (187 (148 ae 488 663 435152 2/578 
Oakland Calif 588 602'558156 6579537 6 86 73120 3'21 411561530 (554 507 152 3'535'5 S890 6 $07152 9/543 
Gente Desbave. Caitl 589 6345411578 642/464 56159751 415531614148 71620/'698 488/568 € 
San Francisco. Calif 504 59 2'469/507 598 408118 236 10122 4:36 5) 433'503 3851399 484.338 1464 49 4361458 459 
Baltimore Md 449)5 368143049 2)3897T/65'223)12 31184 256)14 425492137 39 1'453°3201408/489 32 B46 Te 
\2Pittsburgh Pa 
Washington D C 42 50 3741419 496/3447169/)219/139119 4/2454 
|} Milwaukee Wisc 517 557 4781499 |533,46 5116 3/16 4516 2)169/1 661491! 530 4521{56 6501472146364 5 4001643 699 44 
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Sales Promotions—Office Procedures 
Credit & Collection Problems 


Don't Forget About Collections 


. WILL probably be reading this article about 
the middle of November If vours is the kind of 


business that takes an upward surge this month and next 
you will be busy now planning how best to get your share 
of Christmas trade. This is entirely as it should be 
However, while you are so preoccupied do not overlook 
collections. Now is the time to make every effort to get 
your customers’ accounts in a satistactory condition 

First, credit customers in good standing are your best 
prospects for additional sales. No matter how much cus 
tomers might say they appreciate an overly tolerant at 
titude toward payment of accounts they nevertheless have 
a guilty feeling about being in arrears. This leads them 
to trade elsewhere while that condition persists Prob 
ably all businessmen have experienced the chagrin that 
comes from watching a past-due account customer, to 
whom generous extensions of time have been given, walk 
right past the store, and give current cash business to a 
competitor. Unfortunately, that is human nature. 

This does not mean that every consideration should not 
be given to the customer who is genuinely unable to pay 
It does mean, however, that some customers will often 
take advantage of a lax and indifferent attitude on the 
part of the store toward payment requirements 

With the customer in clear and real financial difficulty 
an agreed-upon schedule of partial payments should be 
set up, and rigidly adhered to. Even small amounts, paid 
regularly, are very much better than total ignoring of the 
bill. Also, they have the desired etfect of keeping the 
obligation constantly in the customer's mind 

Some smaller businessmen have told us that they felt 
it unwise, and perhaps even dangerous, to remind certain 
customers about their unpaid bills. Imagined fear of re 
sentment, or an exaggerated idea of their influence in 
taking away patronage ot other customers, caused them 
to 


‘go easy” with collection efforts This is definitely a 
mistake. The customer who resents being reminded of a 
past-due bill needs some education in the proper handling 
of credit and credit granters have the obligation of such 


If it is courteously and patiently pointed out 


education 
that good credit is the reward for prompt payment, and 
that credit is a sacred trust, eventually he or she will 
come to realize that credit obligations are not he 
trifled with. And, what is more, that customer will have 
greater respect for the merchant who sturdily stands upon 
firm ground, than tor the one who weakly surrenders 
One of the greatest advantages to the merchant in 
oftering the convenience of credit ts that charge account 


\W hile cash cus 


tomers tend to shop around, credit customers are more 


customers are usually “repeat” buyers 


likely to concentrate their purchases in tewer stores. Also 
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the aver ive credit transaction is two to three times larger 


than the average cash transaction. It is, therefore, good 


policy to keep those credit customers coming to the store, 


ind “open to buy 

Second, this is a good time for stepped-up collection 
ettort because we are nearing the end of the business year 
Slow accounts remaining unpaid during this month and 
next, will stand little chance against the flood of year-end 


obligations that come in December and January. Hence, 
the slow accounts of today might well turn out to be those 
charged-off to “Profit and Loss” at fiscal year’s end 

Careful attention to the Ave Analysis” of accounts 
receiy able. so otten described and recommended in this 
department, will prove to be highly rewarding 

Accounts on which some perfunctory collection work 
has been done, say all those over four months past due, 
should now be carefully analyzed W ho ire these people ; 
how long have we had the account; what Is the past pay 
ment record, and what can be done to bring about pay 
ment without loss of good will? 

| hen, telephone calls, personal letters and, if nec essary, 
personal calls should be employed as circumstances in 
dicate, to bring matters to a head. It is essential to take 
these accounts out of mere routine, and devote special 
and personal attention to them 

Having started collection work on these accounts, you 
must stay with them until satisfactory results are ach eved. 
Consistent follow up 1s the secret of collection success. 

List the detail of action taken on each account on the 
Age Analysis form, or other record, and on a definite 
weekly or bi-weekly basis, contact the customer in one 
way or another. Set up a col 
it closely 
and it is determined that the customer is not inclined to 
pay amicably, then no time should be lost in turning the 
account over to an ipproved collection iwency 

The great mistake many smaller merchants make is 
failing to recognize the danger signals They tend 
hang on too long hoping for the customer to pay The 
is a definite “point of no return” ollection work and at 
that point illow the professional collector to ike over 

Usually a w irning letter will be sent the Di telling 
him or her that the rwccount unless | ud | « turned 
over to a collection agency by a certain date Once that 
warning is issued, the merchant should do exactly what 
he has threatened to do and on the date stated. Failure 
to do so will cause the customer to think that he is easily 
put off, and that his threats mean nothin 

Work on past-due accounts done now, will pay hand 
somely in increased sales in lessened ch irge-otts ina 


sounder year-end balance sheet ane 











“Safety Help” 
Ds (Beginning on page 11.) UW 
items on a fair credit plan. This, we have done. Our 
plan is geared to the worker's wages. We do not over Th F > d| P | 
sell, but we encourage him, or her, to keep that car sate e rien y ersona 
tor his tamily ind others on the highw i\ Lhe othe may 
be vou W e€ ilso try to keey his car tunctioning correctly 
so no time will be lost to his job or family motoring, by Door-to-Door 
selling him a new battery, tog-light, spark plugs, anti 
freeze and many other such necessary items 
Our collection methods today are patterned closely tt S lj i ti S ’ 
those set forth by the Retail Credit Association. When | 0 IC a ion ervice 
started in this type of credit work, it was just a matter ot 
selling at me down payment to anvone and keep the power 
ot repossession in reserve as a thre it tt bad yuesses lo OFFERS YOU: 
day, we demand credit information and are guided by the 
data received Immediate equity Dy means of a sub 
stantial down payment, is required. Size and length of 


terms depend on the balance and ability of customer to A controlled number of new 
pay. We are building our credit business on the assump charge customers DAILY- 


0 t at € in e the custome corres vy ou the first em Pa ry 
tion that if we handle ti met tl WEEKLY-MONTHLY. 


place he will be a contir uous isto t We teel that by 
opening instalment accounts in our stores, we have in 


creased the possibility of more motorists keeping their cars A controlled number of new 


safe on our highways nae charge customers at a_ con- 


Resolution on the Planning Committee trolled cost. 


The Resolutions Committee of the Board of Directors 
Associated Credit Bureaus of America presented the fol A controlled number of new 


lowing resolution at Washington, D. ¢ Tune 23. 1952 charge customers from pre- 
The RESOLUTIONS COMMITTE! onsisting selected areas. 

of William Arendt, Chairman, |. D. Mackwan 

Jerry Harris, presents the following resolutions for Daily reports on causes of cus- 


ms CTs te) . 
se peeeceneenti 7 oe eT ee ee tomer satisfaction or dissatis- 
of the Associated Credit Bureaus of America, Inc that faction. 
the Planning Committee procedure authorized by the 
Board of Directors of the National Retail Credit Asso A permanent, economical, prac- 
ciation Credit Women's Breakfast Clubs of North 


America and Associated Credit Bureaus of America it , : 
1948 tor the purpose of coordinating the plat nin ind increasing charge sales. 


tical program for continually 


arrangements tor the joint innual International 


sumer Credit Conterence. has proved to be a sound 





practi il plan ind 
WHEREAS, The Board of Directors ow 25 New Charge Customers 


Credit Bureaus ot America Ir 


“saved “tt. igs Pate A Day Means $625,000 
conterences 
NOW THEREFORE BE ITT RESOLVED, That A Year In Sales Volume 


the Board of Directors of the Associated Credit Bureau 5 i cs 


of America, assembled in annual meeting in Washington 
D. ¢ this ird dav of June 1952. does hereby expr 


its appreciation for the valuable contributior made b 


dure is peIng a Major 








the Planning Committee members representing the 
N_R.C.A ind the Credit Women’s Breakfast Clubs of 
North America, and pecttully urge t 

dure be continued as 


planning, and that 


mitted to the ane ¢ Ne or i he NE 7 ne A. J. WwooD & COMPANY 
CWBCofNA | 1518 Wainut Street, Philadelphia 2, Pa. 


On motion made 


*The Research Method of Account Solicitation 
Johns ind unanimously ar 1, the Da T Hution w 


adopted by the Board of Directors on in 3, 1952 
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C. B. FLEMINGTON . . Canadian Correspondent 


Gaanting Ered in Canada te) 





A Breakfast Clubber Views the 1952 Conference 


RUTH C. WILDE, President, Credit Women’s Breakfast Club of Toronto, Toronto, Canada 


| I’ WAS RATHER dismal and a little chilly when we 

for Washington on the morning of June 21st It 

exactl hve minutes after eight when we were turn ng 

from Riverside Drive to the Lakeshore Road and then the 

Queen Elizabeth Highway My dream was becoming a 
been looking forwalr i, with a very keen 


r, to go to Washington and tl} Conterer 


for breakfast, toast, jam an ofke 


and when the Custom Inspector saw 


he thous we were scuating 
Batavia at were really or 
Vania} particularly pret \ 

un and the profu blooming along 
the fence line we! r ng t rout Run, a hamlet 
and stopped for | t 

asked us various questions an 

raincoat to wear in W i hingt 

previous week and even though 

ind didn’t m 1 thing It wa 

been made at the Hemlock, a ve 

dinner and before long w 

ing, which was beautiful, v 

the last lap of our triy 


the hotel at ten minut 


Monday morning we were 
the First International Boss 
was well attended and 
Manning, Preside ul 
Miss Manning us to introdu ourse] o 
and the meeting got under wai Mr Marg 
Editor of the Public Affairs Department of the 
Journal, who also operate 
Louis, Missouri, was the 
“Never Underestimate Your 
interesting top! and her pe! 
of humour, kept eve 
certainly emphasized 
l 


et themselves down, but stressed that mor 
were taking a great part in world affairs 
should be doing something for 
country My own thought 
ke a pattern from her, Never los 
On introd ng myself to Mrs. Hick 
fast, and telling her how much I had « 
replied that we here in Canada should 
try and that she had many inspirations from 
north of the border I pe rhaps should mention here tl 
breakfast was much like those we are served at our 
ines here in Toronto I} i 
] 


, ntr 
lue centres, ¢ 


white and 


Am rican Flag and that of our 
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Employee Discount—Policy and Procedure 


ECENTLY a member asked us to find out the vari 

ous methods of handling employee discount. We 
wrote to a representative group of credit executives and 
asked for methods of handling the amount and eligibility 
requirements of employee discount in their organizations 
Because there is no uniform pattern, each individual com 
ment has been briefed and listed 


Specific Comments 
St Louis, Vissouri. 
discount when placed on payroll 


Regular employees allowed 
Receive Discount Card 
at end of thirty days for identification. However, first 
thirty days may shop with discount privileges by securing 
shopping pass from employment office. New discount 
card issued each month to those on regular payroll. Colors 
of cards vary from month to month so they may be easily 
identified. ‘This eliminates using discount privileges after 
leaving employ. Regular and contingent, twenty per cent 
Contingent only day work 

Richmond, J irginia Fitteen per cent discount 
deducted from salescheck Co-worker or dependent has 
employee Charga-Plate or shopping pass 

Oklahoma City, Oklahoma 


less of length of employment receive fifteen per cent dis 


All employees regard 


count (deducted from ticket at time of sale) on regular 
priced merchandise, Fifteen per cent discount also given 
on sale merchandise 

Different colored Charga 


Plate is given employees when they open account. Dis 


Pittsburgh, Pennsylvania 


count taken off by salesperson on the floor. (a) Account 
recognized as employee account, due to Charga-Plate. (b) 
Ten per cent on all items except ready-to-wear, fifteen 
per cent. (c) Employee who does not want account, but 
entitled to discount, is given a red plate with the word 
“Cash” marked on plate. (d) Employees entitled to 
discount when they go on payroll, but this does not neces 
sarily mean that they have credit. Discount given on a 
cash plate or shopping card 


Louisville, Kentucky 


employee purchases, including purchases by dependents 


Give fifteen per cent on all 


Issue serially numbered cards which are replaced at regu 
lar intervals. Card number must appear on saleschecks 
which show discount. ‘TWenty per cent allowed on all 
merchandise usable in the employee's work in store 
‘Twenty per cent given on merchandise during tall and 
spring sale periods, each ten days’ duration. Discount 
privilege in effect from first day of employment and in 
cludes temporary help 

Atlanta, Georgia (1) Employee Charga-Plate or 


cash plate.. (2) Ten per cent on any purchase for self, or 
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‘Twenty per cent on any item for personal 


dependents 
use in keeping with store dress regulation 3 All 
twenty per cent discount purchases approved by service 
manager. 

San Francisco. California All emplovees including 
extras entitled to twenty per cent discount on all pur 
chases beginning from date employed Each employee 
given Discount Card good for ninety davs which thes 
present when making purchase. Discount deducted from 
each salescheck by person making sale Discounts must 
be approved by department managet 


Rochester New York 


twenty per cent discount on purchases tor themselves or 


Employees entitled to 


dependents after employed thirty days. After six months’ 
employment entitled to “our cost plus ten per cent”’ for 
outer clothing worn in. store Emplovee rwccounts ar 
ranged after six months of employment. Gifts may be 
purchased at twenty per cent at Christmas, Father's Day 
et 

Boston, Massachusetts Give flat twenty per cent 
discount to all employees on all merchandise. As a rule 
illow discount day he or she starts to work. S 
count whether merchandise be purchased on chat 
budget basis 

Tulsa, Oklahoma 


cent discount from first day of employment. On certain 


Emplovees receive fifteen per 


items, dresses, suits, coats over $25.00, twenty per cent 
St. Louis, Missouri. Employees must | 
} 


three months to obtain discount. Must be employed for 


ce in ¢ mploy 


six months to have charge account (subject to exceptions 
Discount varies but is normally twenty-five pet 

less 

{labama 


trom president to janitor receives twenty per cent dis 


Birmingham very emplovee ot firm 


count on purchases Discount deducted from regular 
price of merchandise at time of sale and a markdown 
taken in line with our retail method of inventor 

Lincoln, Nebraska . When full-time employee with 
us thirty days entitled to thirty-three and one-third 
} 


cent on all purchases for person il use If purchase ts tor 


other than personal use, twenty per cent Irs to hold 
account to amount equal to two weeks’ salary. If account 
not paid in full by tenth of second month after purchases 
are made, account closed against additional purchases 
until paid in full. Part-time emplovees yet twenty pe! 
cent discount on purchases for personal use only. Em 
plovees hired for special events do not get discount 


Hunting fon Weest lirgin 


time emplovees and dependent tamily len per cent 


Discount 


given on most merchandise twenty per cent on coats 





suits, dresses and beauty shop. extras are given temporary ( har f est j i ! r cent to all 


pass good only for months in which extras work. Extras employees in ‘ Department 


eligible only for ten per cent discount on all 


items 


, 
Boston, Massachusetts love tlan , ; , ‘lovument. twenty 
one week's salary Spe 


aver on large tems | wenty 


Ohio 
in twenty hours week 


} ] 


‘}} t 
Both 
l wer 
Four 
store merchand 
lwenty per cent on weat 


mere h inddise 


nt discount 
ndled 


Allowed te ill emplovee ima dependents 


Discounts ha 


Washington Discount allowed at e 
three weeks’ en ployment Notice } ty Personnel 


partment to emplovee that ul employee's disco nt 


discount « 


count mu 
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Sditrial COMMENT 


. * * * * * * * * * * * * * 7 


Sound and Profitable Crodit 


F ottowinc the action, last May, of the Federal Reserve Board in 
abolishing Regulation W, many retailers adopted the policy of stressing un- 
sound terms in their advertising, offering merchandise without a down payment 
and on unusually long time. 

This policy, as it becomes more widespread, harms the consumer, often 
encouraging overbuying, and it is doubtful if credit sales, when liberal terms 
are offered generally, are increased to any appreciable extent. 

With collections slightly lower and requiring much additional work, the 
building of sales on terms that are payable too far in the future is not good 
business. 

Competition in credit in the long run benefits no one, particularly the 
customer. Frequently it results in failure to meet payments as agreed, ex- 
tensions and even repossessions. 

It is recommended that the following steps be given consideration in the 
opening of both monthly charge and instalment accounts: 

1. Obtain essential information from applicant at time of interview. 

2. Explain credit policies and credit terms. 

3. Check application through the Credit Bureau for paying record and 
amount owed to others. 

4. Do not permit customer to overbuy. 

5. Watch accounts carefully and foliow closely. 

6. When an account is in an overbought condition, or payments are 
unsatisfactory, notify the Credit Bureau. 

Keep credit on a sound and profitable basis by cooperating with other 
credit granters and the Credit Bureau. The latter should be looked upon as 


a 


ie ipeentiiag iin, 
General Manager-Treasurer 


an important Credit Office Assistant. 
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Deo You Aspire to Be a Leader? 


SUCCESS in the Retail Credit Field today and tomorrow requires specialized education in Credit 
Fundamentals, Credit Management and Letter Writing. The National Retail Credit Association 


has prepared textbooks for your training in mastering these subjects. 


Credit Schools, based on 


these textbooks, are being organized in communities, large and smali, throughout the country. 


Retail Credit Fundamentals 


AN ELEMENTARY COURSE based on the Official 
Textbook of the same name. Chapters on: 1. Credit 
as a Business Force; 2. Obtaining Applications for Ac- 
counts; 3. Interviewing the Applicant; 4. Taking the 
Application; 5. Investigating and Analyzing the Risk; 
6. Accepting and Declining Applications; 7. Authorizing 
Purchases; 8. Authorizing Purchases, Continued; 9 
Special Problems of Credit Control; 10. Credit Sales 
Promotion; 11. Reviving Inactive Accounts; 12. Funda- 
mentals of Collections; 13. Collection Tools and Meth- 
ods; 14. Collectors and Outside Agencies; 15. Rehabili- 


tating the Delinquent “ustomer. 


A Course for Every Man and Woman in the 
Retail Credit Department. 


Retail Credit Management 


AN INTERMEDIATE COURSE based on the Official 
Textbook of the same name. Chapters on: 1. Credit 
Department Personnel; 2. Selecting Employees; 3. 
lraining and Other Functions; 4. Layout and Equip- 
ment; 5. Modernizing the Credit Office; 6. Credit 
Granting Principles; 7. Collection Principles; 8. Credit 
Department Statistics and Research; 9. Control of Ac- 
counts; 10. Collections, Expenses, and Special Research 
Studies; 11. Credit Bureaus: Growth and Organizations; 
12. Credit Bureaus: Reporting Service; 13. Credit Bu- 
reau: Collection and Other Services; 14. The National 
Retail Credit Association. 


A Course for All Those Who Wish to Forge 
Ahead in the Field of Retail Credit. 


Streamlined Letters 


A COURSE IN LETTER WRITING based on the 
Official Textbook of the same name. Chapters on: 1. 
Every Business Letter Is a Sales Letter; 2. Do Your 
Letters Contain These Faults?; 3. Planning the Busi- 
ness Letter; 4. The Beginning of the Letter; 5. Telling 
the Story of the Letter; 6. The Ending of the Letter; 
7. Diction and Phraseology in Modern Letters; 8. The 
Style or Form of Modern Business Letters; 9. Credit 
Letters; 10. Collection Letters; 11. Adjustment Letters; 
12. Vocabulary and English. 


A Course That Will Help Every Credit Cor- 
respondent Write Better Result-Getting Letters. 


a 


MR.EUGENE B.POWER 
UNIVERSITY MICROFILES 
313 NO.FIRST ST. 

ANN ARBOR.MICH. 


Class in Retail Credit Fundamentals, rortiawuu, wic., epvereview wy s808ee ws OU -Association 





